CHARM AND HUMOR

293

that his instinctive loyalty sometimes kept men long after
their unfitness had become notorious. But this was not
altogether damaging to the organizations. It is funda-
mental that loyalty in an organization must begin at the
top. If an administrator expects loyalty in his staff he
must be loyal to the staff. Few leaders can have had
greater loyalty from his followers. "Once a Westinghouse
man, always a Westinghouse man/' was the motto of his
associates; and few were the instances where one who had
enjoyed his friendship and confidence failed him. As one
of his lieutenants who took exception to certain of his plans
said after an interview which had promised to be stormy:
"When the old man looks at you with that smile of his,
there is nothing you will not do for him."

With his soft voice, his kind eyes, and his gentle smile,
he could charm a bird out of a tree. It is related that in
a knotty negotiation it was suggested to the late Jacob
H. Schiff, then the head of a great banking-house, that he
should meet Westinghouse. "No," said the astute old Jew,
"I do not wish to see Mr. Westinghouse; he would per-
suade me." His gentle and always ready humor was a help
even in the process of persuading or charming bankers.
But it was not always gentle. In one of his British enter-
prises he decided to accept the help of the X Company.
He told Lord Blank, with whom he had been negotiating
in the same matter, and was warned that the X Company
were greedy people who demanded exorbitant terms for
their financial support. Westinghouse said that he quite
agreed that they were greedy, for they were asking nearly
as much as Lord Blank himself wanted.

Lord Cromer said: "I should term most of the leading
British officials in Egypt humanitarians under any reason-
able interpretation of that term, but the responsible nature